The Suffolk County Bar Association's new president, Ilene S. Cooper, is brilliant, bold, and beautiful. Unequivocally driven to perfecting her vision for the bar, she will no doubt be an extraordinarily effective leader who will bring the association to greater heights. Ms. Cooper, a partner at Farrell Fritz, P.C., where she concentrates in the field of trusts and estates, has many plans for the SCBA, many of which she has already set in motion.
"I'm trying to afford our members with information in terms of what the bar can provide for them and greater services so they will realize that the bar is not just for socializing, but a place to facilitate and enhance their careers," Ms Cooper said. "Times are tough for people."
Ms. Cooper has already planned two free "meet, greet and mingle" events for members at Wolffer Estate Vineyard on Sept. 22 and at Blackstone Steakhouse on Oct. 26. She hopes the cocktail parties will help lift attorneys' spirits, encourage camaraderie, and enable members to meet new colleagues. Ms. Cooper is also encouraging members to bring nonmembers along, hoping that they will become interested in joining the bar.
She believes that providing networking opportunities will encourage members to share ideas, discuss the issues important to their community, and the impact these issues are having on the legal community in Suffolk County. Ms. Cooper also plans to provide discounted benefits and half price events throughout the year.
"These events and others can enhance member networking and community outreach. Members can get out and enhance their reputation and meet people," she explained.
Her new committees, created to address the current challenges in the legal community, as well as raise the bar at the SCBA, have garnered much interest and support from members. The community outreach committee will provide networking and referral opportunities as well as non-profit events and community service opportunities. A calendar of events will appear in
The Suffolk Lawyer each month opposite the Among Us page as well as on the SCBA Website.
"I am fortunate because I work for a very large firm, and opportunities come to me through our marketing department," Ms. Cooper said. "These membership benefits will also help attorneys find ways to afford benefits such as health insurance and malpractice insurance." 
PRESIDENT COOPER'S GOALS

Know the facts and the law
Start learning the facts from the moment your meet your client meets you for the first time. Note inconsistencies, missing information, and questions. Gather information until you have a complete version of the relevant facts. As you learn the facts, frame them into legal concepts. This narrows your legal research and makes you think like a lawyer.
Create a chronology to organize the facts for you and your future audience.
Develop a case file and a trial notebook. The file should be an immediate and accurate source of all the information on your case. Include all attorney notes and trial documents. Divide the file into categories and subcategories. In your the trial notebook, include only the documents you need to bring to the courtroom. The notebook's organization should parallel the trial process: Ffacts, pleadings, discovery, motions, charts, jury selection, openings, closings, requests to charge, jury instructions, and primary and secondary authorities. The Suffolk Lawyer publishes articles periodically honoring attorneys, a part of whose practices consist of the voluntary representation of indigent clients. While this is certainly a worthwhile pursuit, there is a segment of the attorney population that has consistently gone unnoticed in this regard. That is, the matrimonial lawyer who is hired by a client who pays the retainer by borrowing or depleting his or her savings. After the retainer is exhausted, either because of the complexity of the case, the legal maneuverings of the other spouse, or simply the protracted meanderings of the legal system, that client is left mid-litigation, without any other resources to tap to pay the attorney.
It is true that the most expedient and logical thing for the attorney to do at that point is to move to be relieved from further representation of the client. When the client's outstanding bills get impossibly high, that is an option. But far more prevalent is the case where the attorney continues to represent the client with whom he or she has formed a working relationship and who deserves to be seen through the litigation with the effective assistance of counsel. Very often there is little or no likelihood of recovery of the attorney's fee at the end of the case.
This type of client is usually employed or owns some assets, and therefore does not qualify for low-cost or free legal services. Much has been made lately of the authority of the courts to award attorney's fees to the non-monied spouse pendente lite, but as a practical matter, unless the other spouse has vastly greater income and assets, the non-monied spouse is going to be out of luck.
As a result, dedicated practitioners who do not qualify, strictly speaking, as pro bono lawyers, find themselves in that position, de facto. Some of these cases drag on for months or years, but the attorneys who stand by their clients have little to no expectation of ever being paid for hundreds of hours of labor. Without expecting either whether to request disclosure, file pretrial motions, or limit the admissibility of evidence in limine.
Integrate this information by making a chart listing both sides'' claims and defenses, burdens of proof, and evidence necessary to satisfy each side's burden. Include references to motions or procedural resources to improve your case. Anticipate your opponents' strategy by putting yourself in their shoes.
Assess your strengths and weaknesses and develop an effective case theory. Be ready to adapt and reassess when you get new information.
Create an effective case theory
Trying a case is telling a story -a more compelling story than your opponent's.
The case theory is a logical, persuasive story of your client's version of events. The goal is to connect facts and law to convince your audience to grant the relief you seek. Develop your theory with the facts, the conflict, and the law. Find the best arguments, themes, and presentation to strengthen your case and attack your opponent's version.
Be convincing when you tell your story. You must believe it. You are delivering the story of the way things happened. Use a simple and chronological structure, filled with determinative facts. Be brief.
Your story will be persuadesive if it is consistent with the credible evidence, your audience's perception of how life works, and what is just. Developing an effective theory depends on knowing your audience.
Know your audience
Every audience has values and beliefs. It will judge your story through the prism of personal biases. When developing your theory, recognize your ideal audience. Your ideal audience consists of those with values and beliefs similar to your client's. Remember this when selecting arbitrators and jurors or when deciding to seek a bench trial. Your judge is also your audience. Learn about your judge to make your case theory more convincing.
Your audience will make up its mind early. First impressions will last. Your audience will interpret later information to conform to and justify its first impressions. Your first appearance, your opening statement, and your first argument should be your best and strongest. Use simple and clear language to grab attention. No legalese; no cop talk; no hostile language or attitude toward the court or opposing counsel. Avoid bombastic and overblown rhetoric. Use voice changes, gestures, and visual aids to emphasize and dramatize.
Your audience will have limited attention spans. Capture your audience by making your presentation concise, repetitive, and thematic. Themes are memorable because they are emotionally convincing. Use themes a smart high-school student can understand. For example, "This case is about a police officer's duty to the community." Find an emotional theme for every critical issue in your case. Repeat those themes throughout your case.
Your audience will have a fragile memory. Identify resources to make your story unforgettable. Information is remembered when it is visually emphasized and matched with previous information. Word pictures will situate your audience at the scene. The audience will feel and not just see or hear what happened. Do not be conclusory: Sshow; do not simply tell.
Your audience will have a short memory. Your last words, how you integrate your story, and your final message will be recalled better than what you said earlier.
End each section of the trial processincluding your opening, direct, cross, and closing -on a high note. Finish your presentation with your story's decisive elements. Your audience will remember them when it deliberates.
To believe your story, your audience must trust you. Maintain eye contact with your audience. Practice delivery until it feels natural and rehearsed. Be organized and confident. Always be courteous and respectful in the courtroom. Have the rules of professional responsibility in mind, and be honest, fair, and honorable. Start early to deliver your story effectively.
Prepare your case backwards
Prepare your closing statement first and work your way in reverse. This method lets you see the big picture, identify goals, and tie your story together. When you know where to lead your audience, you can pave the road to get there.
Your closing statement must present your case as a simple, integrated, and persuasive story. When you prepare your closing, you again consider the elements of the claims and defenses you need to prove and disprove. You identify the facts that prove those elements. You discard peripheral facts. You anticipate problems. You find solutions. You think of convincing tools to enhance your credibility, and you implement them.
Your case-in-chief must offer sufficient evidence to prove every element of your case. Do not over prove your case. Keep your case-in-chief short. There are four sources of proof: witnesses, exhibits, stipulations, and judicial notice. Select the most likable witnesses and the most powerful exhibits. Stipulate with opposing counsel all undisputed evidence and present well-known or easily determinable facts for judicial notice. Present the evidence in a compelling order. Guide your audience to your conclusion.
Prepare your witnesses. Effective preparation will make both the lawyer and the witness comfortable with the examination. By preparing, you learn what the witnesses will testify to, the kind of witnessesthey are, the emotions they will evoke, and how to phrase your questions to get the right answers. Review with each witness all previous testimony to determine whether any current recollection differs from any previous statement. Tell your witnesses how opposing counsel might try to impeach them. Review all exhibits the witnesses will be required to identify or authenticate. Review the probable testimony of other witnesses for inconsistencies with the witnesses' stories. Complete the preparation by simulating a real cross-examination.
Improve witnesses' credibility by giving them instructions on what to wear and how to behave in the courtroom. Ask them never to argue, lose their temper, or behave disrespectfully. Tell them to listen to each question carefully before answering. Instruct them to say if they do not understand a question. Tell them to use their own vocabulary and answer only the question they are asked. Advice them to stop answering if any lawyer objects to a question or answer and to wait until the judge rules on the objection. Remind them to tell the truth according to the best of their memory.
To prepare for direct examination, novices will want to write out all the questions and answers. But being wedded to notes prevents you from paying attention to the witness and noticing the judge and jury's reactions. It hinders your flexibility in asking logical follow-up questions. It is boring and sounds unnatural. Instead, make an outline with the key issues you need to address. First, address topics to establish the witness's credibility by eliciting information about background. Then, discuss topics to set the scene and relevance of the witness's testimony. Next, dDeal with topics to guide the witness through the chronology of the events. Include in your outline references to the witness's prior statements and exhibits you will offer.
To prepare for cross-examination, mirror your preparation for direct examination. Outline each witness's probable testimony on direct. Include exhibits you will reference. Answer what favorable facts the adverse witness might concede. Anticipate testimony that might conflict with prior inconsistent statements. Consider opportunities to impeach. During the opponent's direct, add brief notes to your cross outline to help your examination. Keep crossexamination short and sharp. Address only issues that advance your case and which are worth mentioning in your closing statement.
Include all your direct and cross-examination outlines in your trial notebook.
Prepare your opening statement after you have prepared your case-in-chief. The first impression will be decisive. Be convincing. Do not offer to prove more than your burden of proof requires,and promise only what you can deliver. Whether your first appearance takes place in a courtroom, a settlement table, or in a motion, think of your goals.
Prepare for jury selection after you have prepared your entire case. At this stage you will know the information that jurors will consider. Identify the favorable and the unfavorable jurors. Jurors who have similar interests and values as your client are the ones you want. Spot topics that will reveal values and beliefs on the issues in dispute. If the judge will ask the voir dire questions in your jurisdiction, draft them. Include a blank jury chart in your trial notebook. Make notes to decide which jurors to challenge peremptorily and for cause.
More On Trial Techniques
To prepare for trial, we recommend skimming any of these eight books:
Conclusion
The efforts in anticipating a trial will be many, but the results are rewarding. With experience, you will internalize the process and prepare most effectively. Preparing For Trial (Continued from page 14) Protecting Tenant's Rights at Foreclosure (Continued from page 9) owner and the public housing agency for the occupied unit." Therefore, the Section 8 lease generally survives the foreclosure. However, the act does allow a successor in interest to terminate the lease if the owner will occupy the unit as a primary residence and has provided the tenant with the aforesaid 90 Day Notice to Vacate.
Note: Gerald Lebovits is a judge of the
The Tenants at Foreclosure Act was passed to address a specific national crisis but still leaves questions unanswered. For instance, there is no provision to protect a tenant's security payment nor is there a specific provision (other than a statement that the landlord must comply with the lease terms) addressing tenants' rights if essential services such as heat or electricity are not provided. It is anticipated however, that many of these concerns will be addressed in the future. In fact, HUD has stated that they have reviewed the act and provided a phone number on their website to contact FHA's resource center for clarification on their position as to how it relates to the act.
While tenants occupying premises in foreclosure may still face numerous obstacles and may ultimately be forced to leave, the Protecting Tenants at Foreclosure Act provides new protections and clarity. It allows most tenants a minimum of 90 days to remain in their home and clarifies Section 8 tenants' rights and obligations in regards to a successor in interest to the premises. It also provides practitioners with new weapons to fight an eviction. 
